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again this year you are raising the same
. Assue; is that.cosect? -
._',Q 2 10 os b 03

Q. (Til"l'hank”youforyour '
critique.

1 belicve there was some testimony
wliclznhattlnrcwasabanh'u :&iymathcr
involving your companies, and also a suit in
state g'do recall that testimon

Page 1044 Page 1045

din was — the Xerox was such that it looked like
a 5, 1993. Correct, Commissioner. And also
Thaa another letter from Mr. Paquette to you dated
THE CHAIRMAN: Mr. Escobar, May 24th, 1995 —
there is no question pending. MR. KNAG: Ninety-three.

THE WITNESS (Escobar): Thank MR. TYRRELL: Ninety-three.
I'm sorry. Does anybody need copies?
BY MR. TYRRELL:

Q. (Tyrrell) Do you recall receiving

you.
BY MR. TYRRELL:

Q. (Tyrrell) Mr. Escobar, do you
recal] earlier this moming when Mr. Mizeski
was sitting where you are, we had a
discussion about letters that went back and
forth between — or [ should say from Mr.
Paquette to you with rci:rd to some billing

s you had submitted to him.
peneral testimony?

Q. (Tyrrell) Okay.
you, if I'may, a copy of the two letters, one
dated January 22nd, 1995, to you from Art ydat: 5 R
Paquette. 21 Q. (Tyrrell) Please take your time, |

THE CHAIRMAN: Mr, Tyrrell, 22 need you to be sure.
would you correct that date. We aren't there
yet.

WO ~dOhW &
WO ~INWAAWN -

MR. TYRRELL: I'm sorry, it

= - = = T AAR N im 240K fmmtimmeoldAe) Pane 1042 « Page 104¢
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2 (Ku?.g) How muc.. ..
ay on that note?

15 Q. (Knag) Did you have any discussions pany. ; 1y,
16 with a(nyoxa1gc at SNET at the time that you 16 Q (Kna‘i)med they tell you that that
17 entered into that t? made it — that was going to make it easy for
18 6 to ff the 500,000 dollars?
19 . (Knag) And were you promised ' AL'8 COr
Q. Ke) i y" P Q. (Knag) And did you enter into any

20 certain things at that

121 other agreements with SNET besides that
122 dcagwcmcnb e t, concerning your credit and your
t?

romised?

0 :

Page 1052 . i Page 1053

Q. (Knag) They told you that the
v~_rou]tc}‘c disconnect y’our customer unless you
nt!

Q. (Knag) And were you willing to
agree tgxatiicy were not doing anything
o I ——

243 R Y

11 Q. (Knag) Did you have discussions
12__about compromising the amount of the debt?
13; :scobar :

14 Q. (Knag) And did you speak with
15 Mr. - did you speak with a person at SNET
16__about compromising the debt?

Q. (Knag) An
to mean by

2 20

2 lie 1and-1ine b ou didn't — if

22 Q g_(nag) At any point in time in not complain?
23 those discussions, was a settlement of the Escobar) That's correct

24 claim tied in any way to your actions in . Q. (Knag) Is that what you understoo

25 making complaints to the DPUC?

— - TR RR AR s hnr o mtomaAN Page 1050 - Page 105
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d'you consider t
their part?
& :

withdrawn. 13 Q. Knag) So they used Rule 2004,
So, at a certain point in time 14 which is a bankruptcy court rule, that allows
recently you were forced into a bankruptcy 15 creditors to question debtors about their
ing, 1s th, ? affairs to try to find out information that

2scobar) That is correct, yes
Q. (Knag) And they did that on the
days immediately preceding the first hearing

in this case?

ptand  |22:0 A E
are they attempting at the present time to Q.
shut you down by denying you what is called 24 additional ings that are 2004
cash collateral, which is the money in your 25 examinations scheduled for this Monday?

*%% Notcs *%%

&S,
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continue regulation is specific allegations

of fact regarding anticompetitive or
discriminatory practices, you would consider
that such an anticompetitive practice?

5.

Q. (Knag) Wednesday. And what is
happening on Wednesday?

|6 " (Knag) And would you consider
7 billing practices you described
8

titive?

A0l

MO 00 3 Oy Lh B L 1D e

10 Q. (Knag) And would you consider the
appearan 11 long-distance practices that you described to

— e
- O

—
w

A..

Knag)An would you consider
vation p;agiog to be
t

X
billing acti
t

—
byl .

f'

—
o

...
o

18 ut 18
19 services and you complained about 19
20 that. Do you consider that an 20 information that they learn as
21 mp 7 21 your supplier and then use it against you as

o
e

22 your competitor, mixing the wholesaie and the
retail function, to be anticompetitive?

)
e

L]
F.Y

Q. (Knag) And one of
the FCC wants in any state petition to 25

[N

Para— Tama 1ALQ _ Paca 1NA
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Q. (Bryan) Okay. And why do you
consxdcr the rate structure —

. (Bryan) — For cellular service to
be thc most anticompetitive?

Q. (Bryan) And is it the rate
13 structure which you consider then to be the
14 primary reason why the market share of

15 Ttesellers has actually decreased over time,
16 even though the number of resellcrs has

Page 1067
the fact that Linx had large Yellow Page
advertisements in every SNET Yellow Page
directory published in the state,
as that for an Mpam ular time? |

‘&u\v-
3

Q. (Br an) I
your tcst:mony that it would be quote,
"virtually impossible for an independent

T Q (Bryan) n page 2 of your
24 testimony, undcr heading of "Cost
25 Subsidization," you discuss advertising, and

reseller to be able to afford such
advertising."

Do you know what the cost of one
large Yellow Page advertisement would be?

*%% Nptes ***

from him. I have & qﬁ
Q. (Bryan) Do you remember what that
quote was?

bl o> Mend

Q. (Bry n) Okay, if we could have that
asa Latc-Fxle.Exhlb:t"

I).
" THE CHAIRMAN: Late-File 26
then will be the Yellow Pages advertising
quote,
BY MS. BRYAN:
Q. (Bryan) Do you recall — or you can
include that in the Late-File Exhibit when

Page 1069
think you in your direct testimony today, you
indicated that phone equipment is sometimes
sold ag} the retail level %or as little as one
1> A
Q (Bryan) Can you tell me what
equipment ﬁl:’at was?

...........................

ND OO IO A D W) e

Now, you're g
11 that oclhﬁ'ar phonc);qulpcht is bemglsold
12 below the wholesale cost as a result of
13 commissions and so on. What, generally,
14 would be the wholesale cost for regular
Ilular phone?

*¥¥* NO!CS %%
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cellular te'=nhone numbers or change in
features. 7 a a little confused on what that
sw...... Is there one switch for all of
the rea;‘l‘rs or just ecach reseller have a

- XL X

AT

8 Q. What is the advantage
9 having the ability to activate numbers at any
ime including on the d?

Q. (Bryan) Okay. On page four of your 2
22 prefile testimony u)xluder the ﬁcading, 2
23 "Preferential Treatment of In-house Retail 2
24 Divisions," you discuss the administration of 2
25 the switch for activating and deactivating 25;

% %% NOtCS *“*" —

Page 1076 Page 1077
anticompetitive, have you contacted

—

1
2

Q. (Bryan) So what is the advantage of

Sonda olida
Q. (Bryan) So wouldy it be fair to say
also that Linx could potentially add new
10 revenues by being able to hook somebody up on 10 Q. (Bryan) And so you still don't have
11 a Saturday instead of having to wait till 11 the ability to activate and deactivate
12._Monday? telephone numbers on weekends?

an) Do you know whether any

mal,y
Q. (Bry . you X e an
other reseller besides Linx has this ability?

hy they.do;

abers 1d Q. (Bryan) Let me make sure |
) 1) And since you became aware understood your testimony. You're saying
24 of this practice, which your testimony that the other resellers besides Linx do now
25 characterizes as preferential and 25 have the ability to activate and deactivate

k% Notes %%

O (Bryam) And ooe

— ~ TTRRA e R sanr T TTAN Pavce 1074 - Page 107
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confident
AEscoba ; ' 116 have any other resc crsb;cnaskcdtosigna

Page 108 Ibeli . Page 1083
1 And is it your 1 ieve. e
2 unc?as(tlm; that that g:nualissupposedto 2 _MS.BRYAN: And I think it is
3 govern your relationship with Springwich 3 d3aeed in either ivie-File Exhibit 24 or
&ln- other items. tariff items 4 5,
‘ : 5 THE CHAIRMAN: Okay, thcn
6 Late-File 27 will be the Springwich
7 reseller's guide. .
8 MS. BRYAN: [ think this is 28
9 because 27 was the advertising quote.
10 THE CHAIRMAN: No, that's 26.
: e MS. BRYAN: I'm sorry.
12 MS. BRYAN: I'd like to 12 THE CHAIRMAN: Twenty-four was
13 request that that manual be provided as a 13 the letter and Leonhardt response, 25 was the
14 Late-Filed exhibit. It might be casier to 14 two letters, 26 is the Yellow Pages.
15 have Springwich fprovidc it, but if it's not 15 MS. BRYAN: Okay, got it.
16 too burdensome for you, Mr. Escobar, to 16 Thanks.
17 provide it, I think that would be appropriate 17 BY MS. BRYAN:
18 as well. 18 Q. (Bﬁ; Mr. Escobar, do you want to
19 THE CHAIRMAN: Thisisthe 19 file that then? N
20 Springwich manual for rescllers, I guess is SRR EXGeE WEL S
21 the best way to describe it. Bryar 0 that ma
22 MS.BRYAN: Yes, and it's ALSCODKT) XE8. i
23 referenced in one of the correspondences. ryan) Okay. All right.
24 THE WITNESS (Escobar): I MS. BRYAN: Thank you. That
25 believe it's in the title of Reseller Guide, 25 completes my questions.
Page 1084
! THE CHAIRMAN: Thank you, Ms.
2 Bryan. Mr. Rosario.
3 Q
4 EXAMINATION 4 confidentiality agreement prohibit you from
5 BY MR. ROSARIO: 5 telling people about Springwich's prohibition
6 Q. (Rosario) A few questions for you, 6 against you switching customers to Metro
7 Mr. Escobar. I realize you've been here a 7 Mobile, would that confidentiality t
8 long time and I don't want to repeat a lot of 8 prevent you from talking about that!;
9 questions that you've been asked before. 9; ;ilEscobar) There ¢l B
10 You mentioned an agreement that 10 e
11 other resellers have been asked to sign. Do 1 Q. (Rosario) Do you know if any
you mncgnber w”ti\at‘? : 12 other ~ -
Q. (Rosario) Is that the 1433 Moty T AT
ality agreement? 15 Q. (Rosario) Okay. To your knowledge,

. Q (Rosario) Were you as
sign a confidentiality

= C— —~ - Yoo 1 ONN 04N AAOL lnatinnuide) Page 1082 - Page 10
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7 that y steer a customer to
8": one DLhe .
ol

o

BNR AN A = bt 0t et bt b B Bed Bt Dms

25 of view of the end-use customer, there are

Page 1091
compctitivc differences between the two

OF: 1K 0
Q. (Kni ding

to Mr. Mizeski's testx)mony, from the point of

view of the rescller, there are also

competitive differences between the two

carniers in such matters as aceess,

refunds Jature?

...............

k you.

I have nothing further,

THE CHAIRMAN: Mr. Tyrrell.

MR. TYRRELL: Yes, I have just
a couple of questions on recross, some of the
other questions asked after I had my
ogrortunity would deal further than I was
able to cover on my cross.

THE CHAIRMAN: Okay. Mr.,
Ryan.
25 MR. TYRRELL: Just a couple of

[T Noies %%

questions, that's all they arc.

MR. RYAN: We have recross.
‘We haven't had redirect yet.

THE CHAIRMAN: You want
redirect before recross?

MR. RYAN: No, I don't want to
ask any questions.

THE CHAIRMAN: There is no
redirect, for the record. Continue.
10 BY MR.TYRRELL:
11 Q. (Tyrrell) Mr. Escobar, you had
12 testified, Mr. Knag was asking you questions
13 about discussions and meetings you had with a
14 Er_ou of people, I guess, Mr. Dammling, Mr.

indblad, Mr. Bluemling, 1 take it from the

16 types of discussions that Jvou are referring
17 1o, it was in a time period from 1990 to
18 1994 is that ap rqximgg}qu correct?

OO0~ Ohth b WN e

150 2
21 Q. (Tyrrell) Okay. And with
22 the agreements that you were asked to sign or
1ng1§ we're talking from 1990 to 19947

Page 1092

e

Page 1093
1 Q. (Tyrrell) And during all that time
2 yog' were represented by a law firm, were you
t

s Q. (Tyrrell) You were during the
6, discussions about the sgreements, though?

Ry

10 representiny quumbc; of years?

15 Thank you, Mr. Escobar, you

16 are excused. We'll take a break till about

17 20 4l

18 (Witness excused.)

19 THE CHAIRMAN: When we come

20 back, I guess Mr. Bluemling, Mr. Brennan and

21 Dr. Hausman are going to come forward. We

22 are 0goinlg to try and settle the matter on
production of materials and then go into

24 scheduling as well.

25 Whereupon, a recess was taken

RS - o«
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STATE OF CONNECTICUT ) .
DEPARTMENT OF PUBLIC UTILITY CONTROL

IN RE: : ' : A DOCKET NO. 94-03-27

DPUC INVESTIGATION INTO THE
CONNECTICUT CELLULAR SERVICE

MARKET AND THE STATUS OF COMPETITION
MAY 6, 1994

TESTIMONY OF JAN MIZESKI =
DIRECTOR OF MANAGEMENT AND BILLING SYSTEMS -
ESCOTEL CELLULAR. INC. AND THE PHONE EXTENSION, INC,

Mr. Chairperson and Members of the Department of Public Utility Control:

My name is Jane Mizeski and I am the Director of Management and Billing
Systems for Escotel Cellular, Inc. and The Phone Extension, Inc. I am here to present
several issues for your considerations from the perspective of a reseller which we feel
indicates a strong need for continued regulation of the cellular industry in Connecticut.

T have 13 years of experience in the telecommunications business. Starting in the
customer premise equipment manufacturing business. I was responsible for call
accounting products both on the telephone and call accounting system side in addition to
Voice Mail/Call Processing Equipment and Key, Hybrid, and PBX telephone systems.

This has given me extensive experience in dealing with switch call record formats, outputs,
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as well as experience in the architecture; design, and oberation
of call accounting/billing products.

Both in my present position and as Vice President of
Escotel Software, Inc., and having worked for Tie/Communications
as a project manager this expefiéncé has given me a thorough
background in billing systems in the cellular industry and quali-
fies me to point out several problems inherent with the billing
system of both carriers.

The systems of both carriers are, in my opinion, unfair
to both the consumer and resellers, 1 will also discuss the
issues of roaming and long distance telephone service, and hope-
fully, when I have completed my presentation, you will have &
clear picture of why we feel strong regulation by your department

is necessary.

BILLING PROBLEMS

Billing problems are most prevalent in two categories:
l. Overlapping Calls
2. Dropped Calls

3. Cellular Message Service (Voice Mail)

Overlapping Calls l

Overlapping calls can generally by defined as those
calls where a cellular customer is being billed for the same min-
utes or minutes of air time twice.

Springwich and Bell Atlantic Mobile both bill in full

one minute increments. 1f, for example a customer makes a call,
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at 10:00:00.0 AM and the call lasts until 10:01:00.1AM o£ 1
minute and 1/10 of a second the call is billed as a 2 minute
call. 1If the customer makes a second call at 10.01.04.0 A.M. and
the lasts until 10:02:00.1 AM or 56 1/10 seconds the consumer is
billed for a 2 minute call. For sake of clarity please let me
impress on you 2 points. The two calls are less than 4 seconds
apart and that the minute in time 10:01AM is being billed twice,
also that the consumer is being charged for a full minute for
10:02 although only 1/10 of a second in minute 10:02 is actually
being used. ‘ .

You should be aware of the fact that the magnetic tapes
which the carriers deliver to the resellers show the calls within
one-tenth of a second, so the technology exists and, in fact, is
already in place for the carriers to bill consumers in less than
1 minute which is far more fair to the consumer. However, even
assuﬁing the carriers agreed to bill in one-half minute or thirty
second increments we estimate 80% of the overlapping call prob-
lems would be eliminated.

Another type of overlapping call problem involves calls
vhere multiple minutes of calls overlap each other. Exhibit 1
shows a call detail from one of our Springwich accounts which
Clearly shows this type of problem. We have never received an
explanation from the SNET engineers or billing personnel as to
how this problem occurs, but it is clear that a defect in the
software that monitors the switch allows this problem to go unde-

tected. Unless a customer meticulously examines every call on
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every bill, the likelihood is that the customer is going to pay
for these overlapping calls, which is simply not right.
This solution to the problem of overlapping calls lies

in requiring the carriers to adjust the billing time increments.

DROPPED CALLS

Anyone who is a régular user of a cellular telephone
has experienced the frequently, repetitive, problem of losing
calls in the middle of conversations. Some dropped calls are the
result of limitations on radio transmission and reception in gen-
eral, such as topographic or meterological conditions.
| However, the greatest number of dropped calls are the
result of technological deficiencies within the cellular systems
of both carriers. These deficiencies consist of software prob-
lems at the switch and in the case of Springwich, an apparent
design defect within the system which creates an inability to
fully accommodate the less powerful handheld and transportable
cellular phones which now account for approximately 70% of all
new cellular phone sales.ll Another problem is that due to an
insufficient number of cell sites, the areas of full coverage
claimed to be served by each carrier is not true. Of course, the
lack of an adequate number of cell sites further compounds the
problem with portable transportable units.

At one time several years ago, the SNET Cellular net-

work maps showed areas of coverage with areas where service was

1/ source Cellular Marketing, March 1993, Page 44.
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marginal clearly shown. We at Escotel would use the brochure as
a sales tool by pointing out to the customer that SNET was being
more honest than Metromobile about its coverage area. When wve
received new map brochures from SNET without the marginal areas
delineated, I called our réseller liaison person who told me that
she had been asked by other resellers marketing and sale ﬁeople
to eliminate the marginal areas on the map so they could compete
better with Metromobile. This indicated to me that the carriers
are awvare of the coverage problem but are just not moving quickly
enough to add necessary cell sites to upgrade the service
quality.

Whatever their cause, these dropped calls present prob-
lems for both consumers and resellers. The consumer has the
irritation of having to place the call again or to await receiv-
ing ;he second call and also gets billed for the full minute dur-
ing vhich the call was dropped as well as the time it takes to
reestablish the point of the conversation once the second call
connection is made.

On calls involving long distance charges, a dropped
call is even a more serious problem because it involves a differ-
ent rate structure for the first minute of the second call. As
with landline toll charges, the first minute is billed at a
higher rate than the following minutes.

These calls account for the greatest percent of cus-
tomer dissatisfaction, and, at least, under the Springwich system

the customer has the burden of initiating the credit request.
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The system for attempting to obtain credit from Springwich is

basically as follows:

1. The customer must request credit from us, and must
circle the defective call on their bill and return
the bill to us. We then must forward a copy to

Springwich.

2. We then have to complete a credit request form
setting forth the mobile telephone number request-

ing the credit; date and time of call; number

called; reason for credit request.

3. We then forward this information to SNET Cellular

and request credit. To the best of my knowledge

we do not receive credit for any of the defective

calls that we have requested.

I should point out that in the short period of time
that we have been a reseller for Bell Atlantic Mobile, we have
found them to be much easier to deal with. They merely have us
send in a copy of the customer's bill with the defective calls
circled and send a letter requesting the credit. They then issue
the credit without problem.

You should be aware that no one is claiming credit for
the entire call, since obviously that call had a value up until
it was dropped but the consumer should receive credit for the
minute the call was dropped.

From the consumers perspective, the system is an unfair
burden due to the nature of cellular usage. Generally, the cel-
lular customer is using the phone while on the go and does not
have the time or the ability to instantly call for credit or to

record the data that Springwich demands. This results in many

minutes of unfair charges being billed to the customer.
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From the reseller perspective, this credit request sys-
tem is overly cumbersome. At a recent meeting between Esotel
Cellular and Springwich, a senior executive informed us that it
is an internal policy that calls redialed to the same number
within a 5 minute window sﬁould receive 1 minute of credit. Fur-
thermore, this executive established this policy for Spriﬁgwich
some time ago and the current revenue assurance manager stated in
the same meeting that he was unaware that this policy ever
existed. This is contrary to the position that Springwich has
taken with us to-date, and we have been unable to obtain credit
for these calls, 1t is our belief“that SNET Mobile Com, Inc.
{Linx) does not have to go through the same arduous procedure,
and, if this is the case, this is an unfair advantage over the
other resellers. Please refer to Exhibit 2.

We have developed our own in-house billing software
vhicﬁ allows us to isolate calls made to the same number within
an any time window. We feel that at least 95% of redialed calls
made within a 2 minute window are the result of dropped calls. 1
have attached Exhibit 3 to show the total numbers of such calls
during a typical monthly billing cycle. It would be fairer to
allow us to strip at least one minute from these calls before
they are billed to the customer to eliminate the burden on the
customer and to ensure that the reseller obtains the proper

credits.
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Roaming Calls

Any call made by a cellular customer while outside his
"home" area is a roaming call. For our customers, the "home"
area is anywhere in the State of Connecticut and portions of Mas-
sachusetts. When a céllulér customer uses @ cellular phone while
roaming the customer incurs an average per minute airtime roaming
charge of $0.50 and since the majority of roaming calls or made
back to the home area or elsewhere and additional long distance
land charge is also incurred along with local roaming taxes. 1In
addition depending on the area where the customer is using the
phone on a per day access charge of up to $3.00.

The same problems of overlapping and dropped calls can
and do occur while the customer is roaming. The main difference
is that Springwich claims that it cannot give credit to a cus-
tomer or a reseller for these calls, since they only act as a
"conduit” for the service. This leaves the reseller without
recourse.

In order to retain the customer, the reseller must give
credit for the problem calls but the reseller remains liable to
Springwich for the roaming charges. The reseller is not a party
to the roaming agreements negotiated between t@e carriers and
therefore cannot obtain credit directly from tﬂe carrier wvhere
the problem call took place.

Since the carriers exchange credits and charges for
roaming calls between themselves by using two major clearing

houses, we assume that if Linx wanted to obtain credit for
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problem roaming calls it does so under the general umbrella of
Springwich. This is an example of how a reseller can be at an
unfair advantage compared with a carrier affiliated reseller

vhich erodes the benefits of a competitive marketplace.

I would also like to report that so far Bell Atlantic
Moﬂile has given us credit for problem roaming calls when

requested and apparently they do not consider themselves to be

only a "conduit.”

CELLULAR MESSAGE SERVICE (VOICE MAIL)

Cellular Message Service, commonly referred to as voice
mail is provided by the Carriers as an option feature for an
additional monthly charge. Voice Mail works in the following

manner:

if a party calls a cellular customer who has

this option and the customer does not answer

the telephone the voice mail system plays a

personalized greeting to the caller and then

offers to take a message.

In the case of Springwich the cellular customer is
charged airtime for any calls that are answered by Voice Mail.
The problem for the consumer with this system is that an airtime
charge applies for a full minute even though the calling party
does not leave a message. Unfortunately the Springwich system
does not provide a method for the cellular consumer to disable
this feature at will. This results in many unfair airtime

charges to the consumer which could be partially eliminated by

providing a customer activation/deactivation feature. The full
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solution would be for Springwich to read Voice Mail/Switch call data and not charge for
incoming Voice Mail calls that have no information content.

In the case of Bell Atlantic a cellular customer is not'charged for airtime when a
calling party reaches Voice Mail. The customer is, however, charged when accessing
voice mail to check for any messages. The fault in this system is that Bell Atlantic does
not provide the consumer the means to be notified if a message has been left in the Voice
Mailbox. Many wasted calls are made and charged for by Bell Atlantic which is simply

unfair to the customer.

Long Distance

Here , again, I am confining my remarks to our experience with Springwich as Bell
Atlantic has an equal access policy in effect. As members of the panel are aware, land line
phone customers have equal access or, in other words, the ability to select the long
distance carrier of their choosing. Springwich has taken the position that it does not have
to grant the same equal access rights to cellular users of its system.

Springwich exclusively uses SNET America to provide long distance telephone
service to cellular customers on the B system. This obviously works to the advantage of
Springwicil and to the disadvantage of the consumer. The bills for wholesale long
distance service provided to Springwich system customers are in 6 second increments
which is normal wholesale long distance billing. However, Springwich bills the same calls
in full one minute intervals.

Obviously, this is an area of potential abuse to the consumers and is in need of

strong, active scrutiny by this Agency.

-10-
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Conclusion

In considering the issues that I have discussed it is easy to fall into the trap of
minimizing the extent of the problems. After all, you might say, your talking about mere
minutes. In order to properly assess the damage that is done to the consumers of this state
you must think in terms of the total number of subscribers using the cellular networks of
both carriers, which is approximately 170,000 customers. On the average, these
customers incur a monthly bill of $79.00 which translates into 13.4 million dollars per
month. Based on our experience we conservatively estimate that the total percentage of
problem calls is at 15%. This means that the consumers should be receiving credit totaling
$2,.01 million per month. You will see from the answers filed by Springwich to the
interrogatories the amount of credit they have extended to their customers is considerably
less.

What each of these areas which I touched on proves is simply that one of the
carriers, Springwich, cannot be relied upon to police its own conduct. In order to
effectively protect the consumers of this state and to provide the benefits of a competitive
marketplace to those consumers, it is absolutely necessary that this Agency continue to
regulate the cellular industry in Connecticut and display the same strong and active

leadership it has shown on the land line side. Thank you for you consideration.

Subscribed and swom to this

day of May, 1994:

Commissioner of the Superior Court

-11-
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within the SNET corporate structure?

A. (Bluemling) I'm also the president
of TNI Associates, Inc., which is a paging
operation ip New Jersey.

Q. (Knag) Can you tell me where is
your office, Mr. Brennan?

A. (Brennan) My office is at 555 Long
Wharf Drive in New Haven, Connecticut.

Q. (Knag) Mr. Bluemling, where is your
office?

A. 555 Long Wharf Drive, New Haven
Connecticut.

0. (Knag) Same place?

(Bluemling) Yes.
(Knag) What floor?
(Bluemling) 7th floor for me.

(Brennan) 8th floor for myself.

o r» o 0O W

(Knag) Where is the office of
LINX?

A. (Bluemling) LINX office 1is
essentially on the 7th floor of the same
building.

Q. (Knag) So is that the same floor
you're on?

A. (Bluemling) It is.
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0. (Knag) Now, are there any people
who have titles of LINX and also titles in
other subsidiaries or affiliates of SNET?

A. (Bluemling) LINX, I don't believe
there is anyone that holds a title in LINX
and a title in another part of the business.

0. (Knag) Is there any physical
separation designed to insure that
information from your part of the business
doesn't get transmitted to LINX?

A. (Bluemling) Physical separation
would probably be limited to doorways and
partitions.

Q. (Knag) And people from the LINX
group walk through your area all the time; is
that right?

A. (Bluemling) All the time, no. I

wouldn't say all the time.

0. (Knag) From time to time?

A. (Bluemling) They are free to walk
through. (

Q. (Knag) They are free to walk

through and people from your area walk into
the LINX areav?

A. (Bluemling) Correct.

THE CUNNINGHAM GROUP, INC.




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

DOCKET NO. 94-03-27 - MAY 12, 1994
87

0. (Knag) Now, Mr. Bluemling, you said
that one of your functions was to advise on
the pricing of cellular services.

Can you expand on what that
function involves?

A. (Bluemling) Pricing of wholesale
cellular services as outlined in the tariffs,
basically deals with the wholesale rate
structure that we offer in Connecticut, and
the application of those rates and
regulations to our resell customers.

Q. (Knag) And have you ever discussed
with anyone at LINX as to what pricing they
should or might impose?

A. (Bluemling) Pricing in the sense of

retail pricing?

Q. (Knag) Yes.
A. (Bluemling) Yes.
Q. (Knag) And with whom have you

discussed that subject?
A. (Bluemling) I've discussed that
subject with the officers of the company.
Q. (Knag) And is that part of your
function?

A. (Bluemling) It 1is.
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Q. (Knag) So you're not only involved
in setting the wholesale prices, you're also
involved in setting the resale prices; 1is
that right?

A. (Bluemling) I can be involved in
setting the retail prices.

Q. (Knag) What factor s do you
consider in setting retail prices?

A. (Bluemling) What factors do I
consider? ‘

Q. (Knag) Yes.

A. (Bluemling) I consider the
competitive market factors as the retail
level.

Q. (Knag) And how long -- are you
familiar with the history of the LINX pricing
for retail customers?

A. (Bluemling) The history of it? In
what way?

0. (Knag) What the monthly service
charge was for basic service now and in the
past?

A. (Bluemling) Sure.

Q. (Knag) And can you tell me —-- when

LINX first started service, what was the LINX
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basic charge for a telephone number.

MS. KIDDdO: Objection, Yyour
Honor. We are getting into, as I was worried
that we might, the issue of retail pricing
here.

Wwhat is at issue in this
proceeding is the issue of Springwich
Cellular's wholesale services &and whether or
not those wholesale services shoulg be rate
reguléted. The issue of what LINX, an
affiliated retailer, sells to end users is
totally irrelevant to the issue that 1is
before this Commission.

THE CHAIRMAN: I see a
slightly different issue and that is, 1is
there a separation between the wholesale and
the retail? So I'm going to overrule the
objection and allow this line of guestioning
to continue a little further.

BY MR. KNAG:

Q. (Knag) What was the LINX basic
charge for numbers, monthly service charge
when they first started the service?

A. (Bluemling) 38 dollars a month.

Q. (Knag) And what 1is it today?
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